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— Sales Director — Rim Keris. ‘‘Next to DEC100 and DECathlon awards, congratulating and recognising 
individual performers for a significant sale is one of my more pleasant duties. These 4 recent sales all 
demonstrate our commitment to excel in the face of fierce competitive pressures. 


Customer 


AUSTRALIAN 
BROADCASTING 
CORPORATION 


ANU ASAR 


Account Manager 


The solution sold was 2 VAX 8700 to 8820 System 
Upgrades with software licenses and 2 X SA 600 all to 
the Value of $1.7million. 
We won it by assisting ABC with planning for growth in 
their computer usage and being a partner in the ABC's 
Business Planning and Hardware, Software Strategy. 
The Technical support on HSC70 and large systems 
configuration/performance came from Paul Marshall (FS 
Regional Product Support). Support was also provided 
vs ichael Rosic and Gary Turner (SWS) and Harry 
olbrook - Solutions Manager. 





-~ 


«zi. tes Unit Manager Phil Pote says: 

* he ABC is one of the major accounts in the Media/ 
Professional Services unit. As such we have several on-going 
projects active at the ABC at any one time. This current sale was 
to upgrade their two existing VAX 8700 Systems to VAX 8820's 
thus giving the ABC an additional 2.4 MIPS of capacity. The 
importance of the ABC to our business strategy is such that we 
currently have 6 DEC employees assigned to the account in 
Sales, Planning, Consulting and Service roles and Anu 
coordinates these activities in his usual competent manner." 





Customer 


HUNTER 
DISTRICT 
WATER BOARD 


Water Authority for 
Newcastle & Hunter Region 


| IAN RAMSAY 
Account Manager 


The solution sold was VAX 6220, 6230, Cluster equipment 
licence upgrades, 2 X SA600, 1 X $482 for Disaster 
Recovery System to the value of $2.28million with compe- 
tion from Brokers, Remington, Emulex, MC2. 

We won It with VAXSIM on disks, by being prepared to 
trade an RA81, offering a total solution - one package and 
by a Non-disclosure presentation by Mike Slack showing 
Digital's commitment in the disk area. Support by John de 
Angelis (SWS) and Mike Slack (Product Marketing). 


District Manager David Macka y ppd 

"HDWB is an excellent example of the creative selling of a total 
system which transferred several small — into one single 
order. This locked out the competiiton of Brokers for CPU's and 3rd 
Party disk on pa Had lan fought for each part ——? the 
business would be at high risk and would have been spread over 
two years. lan and | would like to thank Jega Rajan of Systems 
Business for his help in creating a total package. My congratulations 
to lan." 





Customer 


EPL KONE 


Sales and maintenance of elevators 


ALBERT CUSCHIERI 
Account Manager 


The solution sold was VAX 6230 Cluster building block for 
production system to replace 11/785 and 11/780 with 12 
months maintenance to the value of $570k. 

We won it by being able to propose a cost effective 
solution with the price adjustments in Q2 and a reduction 
in Sales Tax and also by lower maintenance cost of 6230 
as compared to older VAX's. The support came from 
Jega Rajan - Systems Business. 





ay les Unit Manager Mike Edmiston says: 
it's great to watch some Classic Cuschieri in action, as was the 
case at EPL Kone. Albert overcame brokers and management 
reserve to sell EPL Kone an eight-fold (storey?) ‘lift’ in their 
processing power, from a VAX 11/780 to a VAX 6230. Yet again, 
VAX proves to be the Architecture for rising companies in the 
Construction industry!" 


~ Customer 


DANA 


Manufacturers of truck automotive parts 





|| GRAHAM WILKINSON 


@). Account Manager 


The solution sold was VAX 6220, SA482's, DECserver 

500, DECrouter 2000 and 12 months hardware mainte- 
nance to the value of $902k against competition of Bro- 
kers, Emulex, Unisys (Unix). 

We won with a software platform - development of conver- 
sion from PDP to VAX and cost of ownership. Support | 
from Gary Junee (SWS) and Vicki Greenwood (SWS). 


Sales Unit Manager Mike Shade says: 
"It was a well negotiated deal on Graham's part - he spent many 
hours developing relationships at the highest levels." 


PRODUCED BY SALES PROGRAMS 
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Regional Sales Manager — Rim Keris. “‘Good solid account management, some flair and hard work resulted in 
these excellent sales — no bluebirds from these accounts! Congratulations!” 


Customer 


NATIONAL AUSTRALIA 
BANK (NAB) 


ANDREW McCOY 


Network & Communication Specialist 


NAB needed an increase in their processing power to support an 
application and to function as a server for VAXstation. There was 
also a requirement for a backup processor for critical applications. 


Our solution, driven by salesman Ric Hallgren, provided a VAX 6210 
and VAXstation 3200 to the value of $A600,000. 


There was strong competition from IBM and their AS400 and Model 
80 PS/2. 


Digital won the business because we could demonstrate functionality 
and connectivity which the competition could not match. Our response 
was timely and professional and a professional relationship was developed. 
Excellent support was provided by Andrew McCoy who kept NAB 
informed and convinced them of our solution. 


_Sales Unit Manager, Ralph Stadus, says: 
~~ Ric, Andrew and Roger Evans have done a great job in looking after 


Ri 
= “4AB for the past year. This order is justly deserved and is the result 


of their on-going responsiveness to NAB. This high level of service, 
in times when no order was pending, is starting to pay dividends. 
An excellent win in one of IBM’s largest customers in SPR.’’ 





Customer 


NZ ALUMINIUM 
SMELTER 


_| STEPHEN JOHN 
Account Manager 


NZ Aluminium Smelter needed a process control system operating within 
a highly productive software environment. This was Stage 1 of the full 
process control environment. Digital was able to provide a total solution 
worth NZ$3 million which included 3 VAX 6210s, 2 HSC70s, 3 SA482s 
and 1 TA81 with a plant-wide Ethernet and Network Site Services. 


The competition came from Intel but Digital won the order by providing 
the best software development environment on our VAX systems with 
flexibility and growth potential. We were viewed as a total vendor with 
the right products and services to meet the customer requirements — 
particularly in networking and Field Service. 


Acting Sales Unit Manager, Murray James, says: 


“‘Stephen John, a graduate of Digital’s 1987 FSDP training program, as 
a result of 18 months extensive effort gained a NZ$3.0m order from NZ 
Aluminium Smelters. Stephen has been instrumental in managing a Sales 
effort involving a wide cross-section of Digital staff in a very strategic 
and competitive sales effort. NZAS is a very important account for the 
Christchurch Sales Unit being the largest manufacturing concern in the 
South Island. The initial sales will provide business for all the local 


business functions.’ 





Customer 


CURTIN UNIVERSITY 
OF TECHNOLOGY 


MEL SMALES 
Account Manager 





The University had a requirement to upgrade their current VAX system. 
Although there was competition in the network space from DP Resources, 
Digital won the order for A$750,000 for a VAX 6230 and DECserver 
with 128 lines. 


We won the business because we proposed a totally integrated system and 
there was strong sales support from all functions. Having been a user of 
VAX systems, the University knew the reliability of our products. 


Sales Unit Manager, Mike Shade, says: 
“‘Mel has once again demonstrated his ability to manage an account and 


coordinate a team of support to provide the right solution for the customer. 
Curtin University continue to be a strong Digital account. 


Well done, Mel.’ 


~ 
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Customer 


KODAK (AUSTRALASIA) 
PTY. LTD. 


PETER SCOTT 


Account Manager 


Kodak had a requirement for a system to manage their information 
relating to production and quality control which would feed into their 
existing IBM system. Digital’s solution, worth A$1.2 million, was for a 
VAXcluster consisting of 2 VAX6210 systems, 2 HSC50s and 2 SA482s 
with local networking and DECsite services. 

Competition came from Kodak’s internal organisation as scarce funds 
were competed for. We won the order because we provided a powerful 
cost-effective solution within a limited budget. The solution also had 
high in-built redundancy. 

Support was given by Alain Mignot of NWSS. 

Sales Unit Manager, Cris Nicolli, says: 

‘*Peter Scott applied the correct selling tactics during a long sales 
cycle. He kept very close to the key people, supplied the appropriate 
resources and while being patient applied the appropriate pressure to 
get a great order.’ 





PRODUCED BY SALES PROGRAMS 








No 3. FEBRUARY 1989 


‘ Is 4 
raw 
As 


il 


I< 
7 Xd 


se ed 





ARTIS 


~ 


Customer 


ROYAL INSURANCE 
FIRE & GENERAL 
NZ LID. 


DAVID GANDAR 


Account Manager 


Royal Fire & General wanted to upgrade to a larger centralised system 
to begin to address their MIS needs which were not being met by 
current in-house applications. Some of their brokers used their system 
and this was also attributing to the overload. 


Competition came from IBM and HP but we provided the solution 
worth NZ$1.4 million with a VAX 6230, SA600 and Ethernet network. 
We won the business because we demonstrated an understanding of their 
needs and were flexible on the configuration and pricing. We worked 
with a local software house, AMS, and showed a pro-IBM management 
the value of a Digital solution which would allow IBM integration. 


Support was provided by Software Services. 
Acting Sales Unit Manager, John McCullough, says: 


‘Royal Fire & General had been a difficult sale for some time, 
compounded near the end of the closing stage by a change to new 
management at the top two levels. The eventual win was based on 
teamwork all the way from the application vendor, Software Services 
and David. Wins against IBM in the insurance industry are rare, so we 
are naturally very pleased to report a good selling effort at all levels.” 


Customer 


ELECTRICITY 
COMMISSION OF NSW 
(ELCOM) 


VINCE CECERE 


Account Manager 


ELCOM needed to consolidate their systems and to implement an 
office support system. Vince and his team worked for 18 months to 
make this happen. 


Our solution, which was worth A$4.5 million, consisted of a VAX 8830 
and VAX 8840 with ALL-IN-1, VIX, DECpage and 20/20. Brokers 
provided competition. 


We won the business because we continued to convince ELCOM, already 
a large VAX user, of the continued reliability of VAX systems. With 
excellent support from Steven Papp and Michelle Carrigan we were 
able to show that we could deliver and implement an office support 
service. Start-up services were offered along with some Educational 
Services. Greg Mulhearn and Patricia Nance gave support, and Russ 
Whitley, Mike Slack and Jega Rajan also contributed to the success of 
this sale. 


Sales Unit Manager, Greg Harrison, says: 


“Elcom is one of our largest accounts and this purchase will do much 

to allay their fears of allowing Digital to become a more involved Business 

partner with the Commission’s real charter, that of Power Generation. 
‘\e Commission today is looking to Digital to provide a platform that 





Coa see the commission streamlined, and more efficient, as we head 


towards a NSW Government sector intent on providing a cost effective 
service to the community. 


We believe that this sale will become a linchpin for Digital to play its 
part in this exciting change.’ 





Customer 


DEPT OF COMMUNITY 
SERVICES & HEALTH 
(DCS&H) 


JOHN BLACKLEY 


Account Manager 


The DCS&H are an established Digital customer. However, due to a 
shortage of FY89 budget they had no way of meeting union commitments 
of giving keyboard equipment to 5 sections in the Department. The only 
solution appeared to be re-deployment of Wang equipment which Digital 
is gradually replacing. Digital was able to respond with 4 VAX 6200s to 
the value of A$3.3 million. 

The order was won because we were able to offer a financial package to 


allow DCS&H to afford equipment purchases this year and thus meet 
their union commitments. 


Support was provided by Jegu Rajan and Barrie Ellis. 
Sales Unit Manager, Barrie Ellis, says: 


“During Q2 John was able to convince DCS&H to be pro-active and 
to order additional processing power in advance of the existing systems 
performance requirements. 

Clearly the revenue was a timely acquisition to the year, but more 
importantly, the acquisition positions DCS&H to be able to smoothly 
accommodate increases in its processing load while maintaining 
response times and meeting its own client requirements. 


Well done, John Blackley!!!’ 


PRODUCED BY SALES PROGRAMS 
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plenty of time to get your DEC100 and DEcathlon. Good selling!’’ — Rim Keris, Regional Sales Manager 


Customer 


VICTORIAN ACCIDENT 
REHABILITATION 
CENTRE 








STEVE AVERY 


National Account Manager 





CHERYL GRAY 


End-User Account Manager 





The Victorian Accident Rehabilitation Council (VARC) provides rehabilitation services to the community via a head 


office in Melbourne and regional State offices. 


The VARC is now also one of SPR’s premier wide-area ‘“‘Distributed Network” sites. 


Steve and Cheryl worked with OEM Computer Power Group to install a VAX 6240 computer at VARC’s Melbourne 
headquarters. Along the way toward a sale worth $950,000 — including systems, networking and office products — they 


fended off a challenge from IBM’s 9370 and AS/400 machines. 


The sale adds the VARC’s track record of taking advantage of the latest technology from Digital. Back in 1987, the VARC 
implemented a regional network involving 12 MicroVAX II systems and, in 1988, added a LAVC, a DECnet/SNA link and 


PC integration. 
Sales Unit Manager Tom Pilcik says: 


‘<The sale is an excellent example of a successful sales campaign with co-operation and partnership between Digital and 
the OEM. Cheryl and Steve co-ordinated the resources of both organisations to manage this account and win in face of 


fierce competition from IBM.” 





Customer 


NZ MINISTRY 
OF DEFENCE 
— NAVY 


Customer 


AUSTRALIAN 
ARCHIVES 





MICHAEL O’HAGAN 


Account Manager 


The strength of Digital’s support capabilities and the flexibility 
of our solution landed Michael a major sale to the Royal New 
Zealand Navy worth over $937,000. 


Michael, who only recently took over the Navy account, was 
very quick to secure what is the first significant sale for many 
years to the Navy — and a first in SPR of standard and Rugged 
Digital MicroVAX II systems. 

The Navy — which sports many people trained in our VAX/VMS 
environment — was sold on Digital’s total solution: three 
commercial Micro VAX II systems, a pair of Rugged Models 
R630/B (with Ethernet connections and various “‘boards’’), 
Pascal and RSX software, and Diagnostics training. 


Michael’s Sales Unit Manager, Ron Kleingeld says: 

‘“The sale featured Michael’s dedication and professionalism 
and was greatly assisted by close co-operation from CSS’s Chris 
Kelliher and Peter van Roekel, while Stuart Davis’ legal aid was 
“ital in the closing stages. Their combined efforts see us well 

® ced for the next Navy project. Our system has been made 
Ske Defence standard for Rugged systems.”’ 
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TIM WARD 


Account Manager 





Australian Archives, with its national Prime-based network, 
needed to significantly improve response times for the network’s 
120 users of Oracle and BASIS enquiry systems. This was a new 
business prospect, since Australian Archives did not own even 

a VT101 and had been a Prime account for over three years. 
Needless to say, the incumbent was serious about keeping 
Digital and other challengers IBM, Wang and Control Data 

out of the picture! 

Tim’s solution was to move all BASIS applications to a VAX 6310 
with dual SA482 disks and TU81 tape, while Ethernet connection 
and multiple DECserver 200s would allow interfacing with an 
existing CASE network. A System Service Start-Up Package 
Level III was also sold to provide full productivity in as short 

a period as possible, and provide the highest level of support 
during the first 12 months of operation. As a bonus, VT'320 
terminals were later purchased to replace existing Prime VDUs. 
At the end of a 12-month sales cycle, during which all functions 
within Digital appeared as a coherent, single-goaled organisation 
to the customer, Tim had earned a sale worth $670,000. 
District Sales Manager Peter Lane says: 

‘‘The win was a well-orchestrated campaign which Tim directed 


in a highly professional manner. This is exactly the type of 
business that we need to win in Canberra. Well done, Tim!”’ 
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ceny Baynes, Australian Sales Manager says "These sales show our ability to sell Digital's solution into our installed base as well as 
o new name accounts. The teams who worked on these accounts are to be congratulated and we look forward to more of the same 


through FY90. Good selling!" 


Customer 


BRIDGESTONE AUSTRALIA 
LIMITED 





& | BILL O'CONNOR 


Account Manager 


The elegance of Digital's $A2.2-million solution resulted in the ousting of an 
IBM System 38 at Bridgestone, a subsidiary of a corporation where the 
computer policy centres on IBM. 


Anew VAX 6420 system at Bridgestone will support critical financial and, 
later, manufacturing applications. 


Competition came from Fujitsu and IBM. Support came from the AS/400 
Combat Team, ADO Sales Support staff, the IRC led by Roy Varley, and 
others. Contributing factors included Digital's history in the manufacturing 
industry, our strong ties with third-party software suppliers in both finance 
and manufacturing and, Bridgestone says, Bill O'Connor, who SUM Geoff 
Sandell says was involved early enough to "build a strong relationship with 
the key players (at Bridgestone) and fully understand the requirements. 


"The sale gives Digital a prestigious new-name account and visibility in 
_Bridgestone Corporation worldwide," Geoff says. 


f “ther components of the sale included a SA600, CASE software, eight 
AXstation 3100s, and services ranging from Network Site Services and 
Consulting to DECsite and Edu Services. 








Customer 


BENEFICIAL FINANCE 
CORPORATION 


Customer 


METRO MEAT LIMITED 


BARRY PIPELLA 


Account Manager 


Metro went shopping 18 months ago for a computer company to give them 
full automation of their abattoirs' slaughter floor, boning and packing 
functions. They could have stayed with incumbent Prime, or Honeywell, 
who wrote the original specification. 


Instead, Barry saw to it that Metro chose Digital's fully integrated, all- 
encompassing solution: a national network featuring CSS-built front-end/ 
back-end processors based on MicroVAX 3300 systems and the develop- 
ment of abattoir management software. Other ingredients include TOLAS, 
Network Site Services, Customised Training Plan and Enterprise Services 
for hardware and software, including that from third parties. 


Reasons behind the $A3.5-million win were the tenacity of Barry Pipella 
and his support team of Enterprise Services' James Cowie, CSS's Bruce 
Gow, Regional Technical Support, IRC's Kees de Leeuw and Doug 
Stracey, Edu and Legal's Stuart Davis. | 


Geoff Sandell says the sale is an excellent example of Systems Integration 
business: "Digital put together a true 'total solution’...every part was a credit 
to Barry's persistence and abilities throughout the lengthy sales cycle." 


PETER GROB 
Account Manager 


Another local subsidiary of a major IBM customer (State Bank of South. 
Australia), Beneficial Finance may sport a VAXcluster network but has 
"Gone Digital" even further - expanding their applications portfolio into areas 
such as Funds Management and Treasury, and implementing an Office Auto- 


mation strategy. 


Peter's $A1.4-million sale includes a VAX 6310 cluster upgrade, SA600 
disk, TA90 tape and MicroVAX 3800 system. All this comes after a major 
review of Beneficial's overall computing strategy, competition from IBM, 
Wang, Prime and HP, and significant pro-active work from Digital: PID 
presentations, reference site and corporate visits to convince Beneficial that 
we can meet their expanding, changing needs. 


Other considerations were the strength and flexibility of ALL-IN-1, our 
uy relationship with Treasury package Econintel, Digital's credibility in the 
= Finance industry world-wide, and support from ADO Sales Support, 


particularly Grahame Richards. 


SUM Geoff Sandell says Beneficial required "close attention over a long 
period. Peter's professional account management has resulted in Board-level 


commitment to Digital." 
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Customer 


CITICORP CAPITAL 
MARKETS 


TONY DEBENHAM 


Account Manager 





Tony confirmed his selection as a starter in Sydney's Finance/Banking team 
by batting well in his first "test", winning a $A1.67-million order for 
VAXstation 2000 systems from Citicorp for their deal-entry system. 


Tony had two very strong FY89 innings. In Q2 he obtained an order worth 
$A800,000 for two VAX 6210 systems. Then, at the close of Q4, he sold 
32 VAXstation 3100 systems, 86 VT320s, 2 VAX 6210 computers, 4.8Gb 
of disk and lots of networking equipment, printers and system software. 
Worth $A2.6-million, the order will platform computing applications used by 
nearly all Citicorp Capital Markets' staff in Sydney and Melbourne. 


The secret of his success? SUM Geoff Slocombe says Tony has made a 
point of being close to his customer - every day - by telephone calls, visits, 
and correspondence. "He is well known and widely respected at Citicorp. In 
April, Digital sponsored him on Citicorp's Bourse Course, a 9-day residential 
intensive training program for their capital market dealers," Geoff says. Tony 
graduated with distinction. 


"Tony knows what our customer wants from Digital and makes sure he gets 
it? 


Customer 


BHP PETROLEUM (VIC) 


ANDREW HAUSSEGGER 


Account Manager 





From an activity that had its humble beginnings as a series of positioning 
seminars to BHP - beginning with broad views of Digital, its business 
methods and its support structures, and progressing over 18 months to highly 
technical product reviews and PIDs - comes this sale valued at $A2.8-million 
to BHP Petroleum (Vic). 


A team approach and superior planning ensured all steps in the sales cycle to 
BHP were covered - ranging from internal cross-functional briefings, to 
ensure that everyone in Digital knew the score, to relationship building at 
many levels of the customers’ organisation. 


The team's fine work is reflected in the first book ship for June and the first 
VAX 6360 system sold in either SPR or GIA, plus an assortment of storage 
, software and services. 


The team itself is: National Account Managers Peter Holmes and Roger 
Evans, plus Janine Thunder, Steve Tolnai, Tim Hughes, Mark Priebatsch and 
Keith Yates. 


SUM Cris Nicolli says "It is no casy selling feat to take an account away 
com a incumbent supplier. It requires that mix of corporate stability, product 
chnology and a team of people committed to winning, based on a predeter- 
‘mined strategy. 


"Andrew led the team by example and involved the right resources at the 
right time for the optimum effect. The team made the customer aware of how 
good Digital really is by their example." 
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Customer 


RESERVE BANK OF 
AUSTRALIA 


PETER PALETHORPE 


Sales Executive 


Peter celebrated his 15th year in Digital with outstanding sales to Westpac 
(who incidentally bought their first VAX system from Peter back in 1982) 
and Reserve Bank of Australia. 


First to Westpac. With the help of Ray Whitfield (Corporate Account 
Manager), Debra Phillips, Alan Taylor, Kevin Hall and Mike Gooding, 
Peter sold Westpac a VAX 6210 for the Australian Financial Markets 
Group, a MicroVAX 3400 to support bullion dealing, and a MicroVAX 
3400 to help Westpac's Financial Services Group's Trust Administration. 
Together with systems and applications software, these orders exceeded 
$A1.5-million. 


Back to the Reserve Bank. Peter has won two significant orders together 
worth $A3-million. In September he sold a VAX for capital market dealing 
and position keeping, then in June he sold a VAX 6320 cluster and disks - 
worth $A2,271,403 - to support the clearing of Commonwealth Govern- 
ment securities. 


SUM Geoff Slocombe says "Peter embodies the old Digital virtues of close 
attention to his customers, ensuring that everyone in Digital understands the 
needs of his customers and making certain that the technical configuring of 
hardware, software and networks is correct when the order is logged." 


Customer 


FAY, RICHWHITE AND 
COMPANY LIMITED 


KELSON HOLMES 


Account Manager 


Strong account management and Digital's desktop strategy combined to 
win another sale at Fay, Richwhite. The strategy was in line with the 
merchant bank's own ideas to put power on the desk - the account 
management came from Kelson. 


Other strengths that helped Kelson fend off challenges from would-be 
suppliers HP and Sun included our capability as an international supplier, 
our integrated systems approach and the back-up received from Auckland 
SWS and the Finance Resource Centre - chiefly Richard Gorham, Rob 
Schroder and Tim Brown. 


Fay, Richwhite's new PriceWatch software, MicroVAX 3300 and 3800 
systems, and VA Xstation 3100 workstations represent a $NZ3-million 
investment in Digital's style of computing by one of the world's most 
innovative merchant bankers. 


Wellington SUM Ron Kleingeld: "Kelson addressed the (Fay, Richwhite) 
Board outlining, with their DP team, a strategy that was accepted and will 
provide a workstation on the desktop of every employee worldwide. 
Kelson has proved that if we understand our accounts and work with them 
to plan for growth, we are able to keep competitors out and influence their 
plans at the highest level." 


PRODUCED BY SALES PROGRAMS 
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Colin Kidd, Acting Australian Sales Manager says, "Congratulations to Roger, Peter and Heather. These 3 wins are each very special - 
The Qantas deal was won against our most serious networking competitors, EDS was won against a very determined IBM and Phillips 

* gxitute was won from the so-called "hot-boxes". These 3 wins exhibit Digital's product strengths and reflect our capacity to sell and 
<=Sort the broadest range of applications requirements. Very well done. ; 


Customer 


QANTAS 





ROGER FIELDEN 
. DOES TAME 

the beginning, Qantas chose American Airlines’ SABRE airline reserva- 
tion system to support their bid to increase business from travel agents and 
tour operators. Next, it implemented the "Pacific Network Project" via its 
technology company, Qantek. 


A team effort chased the order and featured Roger, Joe Toms (Program 
Manager), John Derrett (CSS Sales), John Broughton (Project Management) 
and Kwai Sang Sin (CSS Network Systems) - ably supported by Les Imada, 
GIA's Marketing Manager for Travel/Transportation. 


Negotiations spanned eight months and finally resulted in $A900,000-worth 
of Digital's systems to support X.25 access to Qantas’ travel agent subscrib- 
ers and a DECnet link to USA-based SABRE. The Project will initially 
comprise two VAX 3400 systems, a VAX 3300 system (assembled by CSS 
into special racking) and third-party Simpact communication boards. 


Roger's SUM, Phillip Pote, says this about the sale "Digital's first major sale 
to Qantas is strategic to our goal to supply this segment of the transportation 
industry. Roger and his team did an excellent job in establishing Digital's 
& entials in an industry dominated by "Big Blue." 


Customer 


AUSTRALIA EDS PTY LTD 


PETER SCOTT 
Account Manager 


A subsidiary of General Motors' giant, Electronic Data Systems Corporation 
(EDS), Australia EDS meets the information needs of GM's local subsidiar- 
ies, including Holden's Engine Company which needed greater control over 
its manufacturing operations. 


There was enormous pressure within EDS to run the application - Cincom's 
Control Manufacturing package, which operates on both VAX and IBM - on 
IBM systems because Australia EDS had already invested in Big Blue at 
their Dandenong Data Centre. Peter and his team of Tim Hughes, Alain 
Mignot, Doug Herse, John Pilbeam and Donna Carter persuaded them 
otherwise with highlighting cost of ownership, a major advantage over IBM 
and that it would be a strategic benefit for EDS as VAX is a more cost- 
effective platform on which to build other solutions. 


The final solution worth $A1.1 million is a version of Cincom's package 
together with a VAX 6000/310 VAXcluster, SA650, TA90, and VAXset 
teals to provide the development environment. 


‘SZ 's SUM, Cris Nicolli, says of the sale, "In a totally IBM dominated 
environment, Peter showed classic selling techniques - finding an "inside" 
salesperson for the Digital case, knowing the opposition's tactics and 
working the right leverage points to win the business. It was a 2 year hard 
sales cycle with excellent business resulting. A great effort by Peter and the 
team.” 


PRODUCED BY SALES PROGRAMS 
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Customer 


PHILLIP INSTITUTE OF 
TECHNOLOGY 


HEATHER SAUNDERS 


Account Manager 


A long and hard-fought sale against the UNIX "Black Box Brigade" was 
won by Heather to the tune of $A750,000 when she sold a VAX-6000/420 
system to Phillip Institute of Technology. 


While Phillip was already a Digital user, the decision to let us replace their 
overloaded VAX-11/780 was by no means a foregone conclusion. Like 
most everyone in the Education market, the Institute had drifted to PCs and 
UNIX in recent years. 


Heather arrested the trend with some very persistent, focussed selling - 
including using Digital's new "Education Initiative" programs to maximum 
effect. 


Heather received more than her fair share of support from, among others, 
NWSS Sales’ Alain Mignot and Pre-sales' Andrew McCoy, but she alone 
made the decision to continue with Digital an easy one for the Director of 
Phillip Institute, Leo Foster. 


Victorian Government SUM, David McCowan says of the sale, "At the end 
of the day, one of the key ingredients for making this a success was Heather's 
ability to professionally represent Digital to Phillip's management and to 
make use of all available resources and programs. Well done Heather!" 





Max Burnet 
SNO-G 





